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Meeting Date: __18 August 2004 Division: Growth Management
Bulk Item: Yes _ No _X Department: Marine Resources

AGENDA ITEM WORDING:
Discussion of staff efforts to develop a Request for Proposals (RFP) for soliciting consulting services to prepare a public water access
and marine facilities plan for Monroe County.

ITEM BACKGROUND:

For a number of reasons it has become apparent that the County needs to develop a plan to protect the County’s remaining marine
facilities. Public access to marinas has become an issue as marine facilities have been purchased and redeveloped for private use. The
cost of marine facilities (shoreline properties) has escalated with other property values in the County making in nearly prohibitive for
working waterfronts to continue in existence in Monroe County. Commercial fishing interests, though continuing in a vital and viable
commercial fishing industry in the Keys, find it more and more difficult to own, operate, and maintain marine facilities at which they
would land their catch. Staff has met with a number of parties who have expressed concern about issues of continued public access
and for the continuation of working waterfronts in the traditional sense. The development of a marine facilities plan will include an
inventory and assessment of existing marine facilities, an assessment of future needs, and options for protecting some of the uses
which many feel should be maintained, but for which property values have made continuation almost prohibitive. The Growth
Management Division will work with the community, the Marine and Port Advisory Committee, and other interested parties to
develop a Request for Proposals. Staff anticipates putting the RFP out for public response during the fall of 2004 pending the
approval of the FY 04-05 budget. Growth Management anticipates approximately $75,000 in the coming year’s budget (FY 04-05) to
undertake this effort. Grant funds would be sought to augment Growth Management funds. Speakers will be present for this item.
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A “5ight at Marina del Rey, which Is actually a'sw
-recreational hoat hasbor composed of dozens*.;
of smaller marinas. With residential as well .. .au’.
5 5 office buildings towering over marina slips, o=
—toatwnen, who sometimes feel like mere- W
nery, have expressed concerns ahout the -
nctlng of sunfight and the channeling ot
nd between the buildings, which ¢an make.

lt more d ditftcult to exit and erlber sllps.




iple ¢ fundamental fact fof the marine indus-
rtunatélyy:t ently”gets lost-in .the‘shuffle-of seemingly
ore iiés = and that’s somithing the industry s




" Industry:Jeaders often spedk about the née-ofretaining first-time bodters by:selling
:the boating dream and eliminating the: h “spendingy e water. Alack of boat-
_ifig access, however, is the ultimate: ‘hassle. And it's one that Has beenknown to: ‘prevent boat
" sales and to-cause current boat-owners to-gi p_-rhe sport. If the industry js to take fulladvan-
tage of whiat appears to be-an economic récovery, it must:put boating access in the: frofit seat.
“[Water access) should be: right' up therewith othier strategically important:issues includ-
“ing; one, recruiting future boaters; two; providing safe; dependable and envifontentally sen-
smve boating products and facilifies; and, thiree, doctimenting the value of recreatlonal ‘boat-
mg, says. Ed Mahoney, co-director of’ the Récreational Marine Research eiter {RVIRC).
“This is-especially true because of the cyclical nature of water access problems.
. -*Reduced boat sales and boating involvemnent ultimately means less fur linp: tose:
: ~and” enhance access,” ‘he says,. wh!ch m tam, ‘will' furthier reduce boatmg satlsféxcnon,
'mvolvement and boat sales” :

'-Movmg access to the forefront :
s hieadlines are riddled with: lawsmts'mergers and aequisitions, dis
-boat Huiilders and dealers, and industs le: rnarkctmg campa.lgns a{ts easy o nde -sta.nd
then, how something as focalized 4

One day, a public ramip on a}
placed. The next day, a marina in S
few: hundred boaters are-evicted:

“Those who are affected are
dnvmg further, waiting-in line;
mean: gmng up- boatmg A few oaters lost here, a few log

There is nio industry body; no government agency trackm. vel‘of water, access for
boater; ‘No crie knows how many public ramps or mannas ther

. Wth asincere focus on growmg the spoit and: estabhshmg aplait fo
. ipiay soen find itself face-to-face-with these access issues: And-if it:
~boaters on any significant scale, the-industry. will perpetuate one.of it
" .selling the dream to first-time boaters only to'scare them away:b
' “Toio often the boating mdustry has been slow or too divided t

ay:Matina, a‘success. st_ﬁrj fnr'.'h_-ftl__[iﬁle's'btaL{'ﬁﬁk-, e buiit i l

‘Supported by:

"%atzonal :
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iture of récreational
-of boating-business- -
Seldomy dodifferent sec-
tcome together:with agen-

national-beating strategies”

‘Government funds drying up
Up:until a few. years -ago, Minnesota could
have been considered a-boating access suc-

tess story. The state’s Department of .-

Natural- Resources -has helped grow the
number -of public boat ramps from about
400-or 500 in 1979 to-over 2,000 today.

The DNR's Larry Killien says his-depart-
ment.was.building abeut 30 new ramps: per
year. Lately, however, a variety of factors have
made itharderto achieve this kind of growth.

Primary among those is ‘the issue:of

funding, Killien; who-is also the president of

SOBA; estimates- that finding for water
access-has declined about 30 percent -in
Minnesota over the past five years. As a
result, he says. the state’s DNR has had to
iand the number of projects it can
cormiplete:over-the past few years,

And:thi§ isi’t-just an issue in Minnesota.

“I would say_that Michigan, Wisconsin,
California,. Florida and -Oregon had been |
domg a really good. job [of growing water .-
e nlafewyearsago hesays. “We

Boating and Waterways is expectmg a5 i

percent cut in its:construction budget — from:
$70.millien; in-200- to $35 million in 2005,
acgotding. to. . Herald Flood, planning unit
orifor the department,

eringthe : res £:the California Boating
Facilities Neéeds ASsessment completed at the
end of 2002. Jt/indicates that the state will
have to sperid 00 million over the next
15 years'on-boatinginfrastructure to keep up

with the anticipated growth in the nurmber of |

boaters. That would require a minimum
investment:of; about $53:3/million- per year,

game’ m understandmg its access needs

: ere are a relatxvely few states -that
regulaly develop recredtional boating plans

that inclode assessment ofthe adequacy of -

recreatlonal oating access,” sayss Mabieney.
“Few . lf a.n:_,, ave a pood handle on the

[ -organizations to dernand

dema:nd for boat:ng a0cess or the capacity of
.exxstmg dcoess.”

Inmany. cases, the decline.in funds for
cess, like that in-California, does-
-impact new development It also
¢ upkeep and restoration of older
boat ramps atid marinds. : ment level ‘eithier.

ecially disturbing when consid-

wwwboating-industry.com

“Facilities. are falling into disrépair and  tion of the:marina mdus

. Unlike yesterdays liquid Ievel momtormg dewces our smart
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‘CI think it's probably
showing up first and
hardest in Florida, but |
believe it’s an issue that’s
going to have to be
addressed nation- mde,’

Joe Lewis
Marine Industries Association of Florida

. cult for potential marina investors to fiind'new facilities.

“Bven if funding for new boating' facilities is acquired,” Frye
explains, “unfounded environmental concerns have, in some
Iocalities, created an atmosphere that- dictatés potential marina
mvestors spend sometimes hundreds of thousands.of dollars on
A variety of federal, state and local environmental permits and
 studies to prove that theirfacitity will not have a negative envi-
ronrnental impact, even before the first shovel of dirt is moved?”

Hurdles rise for new. development

New development in California is becoming much more diffi-
cult California boat dealer JR. Means I1T-calls the issue of water
access in Southern California “extremely volatlle, expressing
particular concern with the-lack of mdustry unification to fight
thedecline in access he has observed.

Not only is'there a shortage of slips in His region, the price

of those slips that are available are discouraging many boaters.

“If you want. to develop a marina in a-place where there

isn't a'marina already, it won't happem,” he suggests.

Thls isn't-a problem just in’ Clifornia either. Marina occu-
£5-are very high all around the counfry; says. Frye, in many
“above 90 percent or mote. And boats often don't get
sold without a-place to. bert}i them,

Meanwhile, thresholds for perrit requirements-are increas-
ing all the time, according to Frye. In addition, because the eas-
iest-and most appropriate places to develop marinas and boat
ramps have been exhausted, developers are faced with adapting
to “challénging areas”

These areas tend to be more remote, which often drives up
infrastructure.costs, he adds. Killien seconds that.

“Now, when we.go-to [build a ramp]; finding a good site and
one you can afford and getting the community to agree, it's a lot
more work thart it used.to-lse,” he explains:

Thirty vears.ago, if:the state couldn’t afford a prime piece

of waterfront, it would-buy a piece of wetland fornext:to noth-

ing and fill it:in.

“We -didni't know any better. That's the way things were
done,” he says.

Now, while the regulations have made hfe better, develop-
ment costs more. Waterfront property prices also are:increasing
dramatically and thie budgets for boating agencies are not keep-
ing pace:.In addition, as the value of waterfront property
increases, many struggling marinas see selling to a developer as
-an easy way out. '

“It is increasingly more difficalt for small-matinas to sur-
vive,” says Mahoney. “In many ways the small marinas situation
is- similar to:the small farm problem. Small marina owrniers view
their marings at their retirement income and when they sell

, very often:the marina.is converted to other uses”

This is especially a problem in Florida; where the industry
is “losing marinas right and-eft to condo developers,” savs Joe
Lewis; executive director of the Marine Industries Association
of Elorida (MIAF).

“I- think it's probably showing up first and hardest in
Florida, but I believe- it's an:issue that's- going-to have to be
addressed nation-wide,” he says.

The mdustry is currently seeking solutions for th.ls prob}em
however, “we don’t want to tell privately held-marinas what
they can and can’t do with their properties,” Lewis explains,

Other options include developing incentives to keep marinas,

. such:as tax'relief, grant money or reduced submerged land fees, or

asking the government to buy marinas’ development rights.
“The reason they're [selling out to developers] is there isa
tremendous financial gain to be had there,” Lewis states.

The numbers game
NMMA has lobbyists in-17 states who battle on behalf of indus-
try manufacturers on issues including water access,-and MOAA
says it has dedicated staff to promote andx protect: boating
access on the state and local level, :
"We're domg battle on the federal, state and local levels
Aassle CONTINUED ON Page 33

PRODUCTS

QUALITY
nm OEM & AFTERMARKET

30 Boating Industry - JULY/AUGUST 2004

Circle Fast Action Ne. 115

www.boating-Industry.com

%




stimare hasdle

hissle CONTINUED FROM Page 30

every day,” says Frye. “We employ lobbyists around the country to monitor and react
to legislation and regulations that threaten access”

These efforts are not sufficient, however. With water access battles being fought
on Jocal, state and federal levels simultaneously, individual companies need to take a
stand in their eommunity and in their state. 7

“Political involvement by the members themselves is one of the keys to prevent-
ing a decline in water access,” says Frye.

The industry also needs to work more closely with boaters and state boating
agencies to help preserve and grow access. _ ‘

“It certainly would be nice for all of us to be pulling in the same direction,” says
Killien. “Most state agencies are political animals. If we don’t have the support of the
public and the industry, we might be overlooked or underfunded”

But, even if the industry and boaters united to lobby the government to develop
policies to preserve and grow water access, there would be a lack of data to back it up.

SOBA has been working to create a national database of boat ramps and mari-
nas for several years. Recently, RBFF has partnered with SOBA and NMMA in an

effort to try to maintain and grow the database. Through the agreement, RBFF has'

been funding the effort, which it has contracted out to MOAA. :

“Hopeflly, that info will be available through the Water Works Wonders Web
site,” says Bruce Matthews, RBFF president.

SOBA believes the industry needs a nation-wide boating needs assessment that
would rate those areas in need of greater water access based on a priority scale.

“It's been on SOBA's agenda for a few years,” Killien explains. “We just don’t have
the checkbook for it”

SOBA’s annual budget is about $90,000. One consultant SOBA executives spoke
with estimated that the project would cost over half a million dollars. However,
Killien believes the initial study could be done for a lot less than that.

Another form of data the industry is lacking 1s the economic impact of boating
on a federal, state and local level.

“Some states like Michigan, Florida, Maryland, and New York,” Mahoney says,
“regularly conduct state-wide economic impact studies. But the problem is that it is
difficult to apply the aggregate numbers {e.g., recreational boating in Michigan is a
$2.25 billion industry) to local situations (e.g, the economic impact of expanding an
exigting marina).”

He says that while the state-wide economic impact of boating is important, it's

. ‘ _'In]Ml_,_ljj,nesofta,f-:t'hé":'1.'
water-belongs to the public.

[A private lake] goes a%la.inst
policy in the spirit of what *
,___the public deﬁserves_.’, S

Larry Killien ¥

K Dcpart_u;mt‘;;f.\'amml Resources
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QL - Quality Line - Marine acces-
sories by Volve Penta, is a com-
plete series of marine accessories.
Each product is carefully selected
and tested to meet the exacting
demands you place on marine
equipment. Out mission is to give
you that opportunity by making
life on board as comfortable, safe
and enjoyable as possible.
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difficult to be faced with reduced boating access or interested
in an investment to increase access to disagpregate the num-
bers and apply them to their situation. And special economic
impact studies are offen expensive and take time to complete.

“What is needed,” says Mahoney, “and RMRC is currently
developing them, are spending profiles for different boater seg-

ments that can be used with estimates of the impacts of changes
in access to estimate the positive and negative economic
impacts of increased or decreased access on local communities”

Through his work with RMRC, he is in the process of
developing such spending profiles in addition to an online
economic impact tool that can be used to estimate increase or
decrease in boating economic impacts.

“Ifwe go to Congress and say, “We need billions of dollars
worth of access, and by the way, did you realize 14 million
dollars of income to this region comes from boating’ That is -
how you take this information and make it salable,” says
Killien. “Bveryone is squeezed right now, and sometimes we
don't have the'info to back up what we're asking for"

Even though Mahoney is an economist, he says the indus-
try-also hds to recognize and market the quality of life bene-
fits to boating,

“For example, recreational boating and boating facilities can
enhance a commmumity’s aesthetic appeal and quality of life,” he
explains. “The same facilities if Incorporated as part of retail and
dining complexes can attract different markets. They can also
add to the value of real estate property near these facilities”

These things, in addition to boater spending and eco-
nomic impacts, should be taken into account, even though
they are more difficult to estimate.

Assembling this information now is especially important,
given the other challenges the industry is facing.

“Of course [a decline in water access] can have negative
impacts on future boat sales,” Mahoney says, “especially
when reduged access occurs at the same time We are recruit-
ing fewer boaters and there is more competition from other
forms of recreation”

Efforts underway
While the industry hasn't been making water access its top
priority, it certainly hasn’t been ignoring it. MOAA, for
example, has done quite a bit in the name of preserving and
growing water access.

For one, it launched National Marina Day in 2001 and is

g
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The new Toyota-based Nanni Diesel 6.420 TDI.
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320 ‘HP engine is weli-balanced and particularly
attractive. Therefore it can be installed with straight
shaft or Z-drive, single
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moterboats engines.

The powered range from 10 to 1,500 HP,
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; Exposing ahd actively resisting un
- entific efforts to restsict public dccess”
and deny marina-permits. This includes
- unsubstantiated formulas for determin- -

ing catrying capacity of recreati
boating waters. 70

access including public and private ma ' an that Commsttiat, - .-
" as.and launi:higng ramps. This should pot  * matinas and launch facilities are an - .-
‘only include quantity but also the quality important form of access. #t doesfiol - - -
' {e.g., abiity to accommodate and service edto -
" naw boats) of boating access. Currenty UL
we do not have _good_mfn_rmanun on the i roactively ievewi sed polc
and regulations that limit access.We -~ -
FAR S ooy must challenge policies and regulations -
Encouraging cormunities to incorpo-  © - al are fot vaid of need
fate access into their focal community - o '
and recreation planning. This is often not . *
the tase even for communities that are -, .
highly dependent on retreational boating. - <

& Increasing recognition of thé impar-*-
tance of recreational boating and ¢on- ~ -
vincing congressional representatives that ~
R recreational boating harbors should be &
Identifying and mapping boating - - | shigher priority when it comes to Amy
aocess sites and facliies. We should then - GO of Engineers dredging,
make that information available to - '

L Source: & Mahaney,
boaters in a convenignt fash 4

To-director RMRC

working to grow the grassroots event. NMD's goal is the
education of politicians, civic leaders and the public about
the important role the marina industry plays in cities and
towns across the nation as family-friendly gateways to boat-
ing and stewards of the enviconment. MOAA says it all
helps raise awareness about the benefits of water access.

“While the number of National Marina Day participants
has grown by over 50 percent from the first year of its obser-
vance to its second, and all indications point to continued
growth this year, total industry participation in National
Marina Day is still comparatively small,” admits ¥Frye. “With
greater industry involvement, this important industry initia-
tive will grow at an even faster rate and have a larger impact
on educating politicians, civic leaders, and the general public
about our industry. This educative process will, in tum,
strengthen the marina industry and ultimately help to pro-
mote water access.” '

Another effort MOAA has undertaken is support of a
piece of legislation before the California Assembly that
would lengthen the period of concession contracts for
marina operators in California state parks to 30 years.

“MOAA feels, rightly, that it is in the best interests of
local, state and federal governments, as well as the boating
public, that leases entered into by government and marina
operators should be long enough to allow marina operators

<Ask someone who knows.

Ask the top players in the Marine Indusiry where they go for business
counsel and they'll say, “Spader 20 Groups.”

Spader rafined the 20 Group - regular meetings of noncompeting peers
for the purpose of sharpening each other’s business. Spader 20 Group
members receive business analysis from standardized reporting and real-
ife expertise from peers on opportunity that could otharwise pass by.

Today's Spader 20 Group combines the experience of over a quarter
century of business leadership with the collective drive of some of the

Marine indusiry’s best.

Looking for business secrets? Ask someone who knows -

Spoder Business Management.
“My membership in o Spader 20 Group has been
the most significant action | have taken since
owning and managing my own dealership.”

Spader Business Management
Reserve your place today:

' 800.772-3377

www.spader.com,

Spader 20 Group member

info@spader.com
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to recover the capital they invest in the facility to ensure that it
serves as a safe, environmentally friendly gateway to boating,”
explains Frye.

He expects that similar legislation will be introduced in other
states in the future in an effort to make the construction and
improvement of marina facilities easier and more affordable.

A third project launched by MOAA in 2001 is an educa-
tional conference for federal, state and local lake managers. Sixty
federal lake managers from the US. Army Corp of Engineers,
U).S. Forest Service, 1J.8. Burean of Reclamation, the National
Park Service, and other federal agencies attended the conference,
entitled Marina Management 101, in 2003.

“You can tell people all about the many challenges marinas
face as they try to provide the public with access to. America's
waterways, but until you see a marina in action, that knowledge
is all academic,” Frye says.

It's important, however, that responsibility for preserving
water access isn't relegated strictly to the marina segment of the
industry. For one, the marina segment of the industry doesn’t
have the funding to tackle it by itself More importantly, as a fun-
damental requirement for boating, water access must be on the
agenda of all groups that purport to promote the industry.

“While manufactures and retailers are making efforts to jointly
create a program designed to grow boating,” Frye suggests, “those
two groups should consider working more closely with the marina

industry’s efforts to grow public awareness about the economic
value of marinas to cities and towns across the country”

MIASF has also confronted the decline in water access. It
created a Marine Master Plan several years ago, which among
other things sets out a framework through which the industry
can work with local government to preserve acoess.

The state boating departments are getting creative. In
Minnesota, for example, Killien says they've been considering
launching an “adopt a ramp” program, similar to the adopt-a-
highway programs. .

An organization participating in the program could “mow
the lawn, pick up litter or fund dock improvements and repair,”
all things the state is now doing less frequently due to funding
shortages, he suggests.

Given the NMMA's position in the industry as the largest
and most well-funded association, it would be easy to dump
responsibility for an issue of this magnitude on its shoulders.
However, this truly is an example of an issue that can benefit
from full participation by individual marine companies in their
community, by all industry associations, by boaters and by boat-
ing associations.

“NMMA can and should take a leadership role, but in part-
nership with other industry associations, federal and state boat-
ing agencies and boater organizations,” says Mahoney. “This is
too significant an issue for only one organization to be involved”

.
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thruugh theﬁngers of the mdustry, boate ‘
ments I a lack of planning for recreati

: 'Mos;states tven those most popularwnh
-don't have a strategic plan that idontifies
rit and types of recreationai boal

ihat -i5 needed 10 provide quality.exp
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access objectives (e.g. ‘Tocations lype) an
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i atcess including preférential taxation. of.
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ic-private cost-sharing of access infrastry
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ffirmation of public waler access fights
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Another group that has become
involved in fighting for access — and may
have to ramp up its involvement - are
boaters themselves. One way the indus-
try eould work with boaters on access
issues would be for boat builders and
dealérs to.inform their customers about
the need for public access, says Killien.
He suggests they could incorporate
messages about water access into their
advertising, stating, “Without public
access, you can't get to the water
Please support your DNR public
access program.”

“Somechow we need to get the mes-
sage to the general user of the product,”
he says. “I don’t think a lot of the users
realize how this program works. They
don't realize they fund a lot of the pro-
gram [through] gas taxes and such’

Making significant progress on an
issue the size of water access will likely
require the joint participation of groups
like BoatU.S. and Standing Watch with
the industry and local, state and federal
government groups.

Another reason for unity
Mahoney believes that water access,
like many issues that could negatively
impact recreational boating, “requires
newalliances and a ‘coming together’ of
different sectors of the industry, boating
organizations and boaters in support of
long-term fixes and pro-active strategies
to reverse the loss of access”

“Fhere are many cfforts and- suc-
cesses including boaters and industry
associations fighting for additional
access sites, sportsman’s clubs co-fund-
ing the development of boat launch
facilities, and commercial marinas join-
ing together to fund dredging of public
waterways,” Mahoney says. “While
there are success-stories, often they are
a response to a local or immediate
access issue. Solving the particular prob-
lem can agtually camouflage the long-
term situation”

He explains that most states do
not have integrated and strategic boat-
ing access plans, and if they do, fund-
ing is insufficient to deal with the

immediate, never mind the long-term, A

loss of access.
“Solving immediate or local access
problems often does not force the type

of policies and mediation that will be
necessary,” he says.

With indicators sugpesting a healthy
US. economy this year, state funding of
water access may gradually return to pre-
1999 levels. This won't remedy the prob-
lem by itself, though it's a step in the right
direction. Factors such as demand for

waterfront property and increased obsta-
cles to new development are likely to
only increase.

“The continuing erosion of recreation-
al boating access is insidious,” Mahoney
concludes, “and when combined with
other factors could have a long-term nega-
tive impact on recreational boating” =&
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